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January 25, 1996 


TO: F.L. Maney 
RE: Work/With Notes - Wednesday, 1/24/96 
Dear Lee: 


As Don Fitzgerald and | discussed with you throughout our day in Brooklyn 
yesterday, I've recapped my notes below: 


* Some progress was shown in our overall store front presence, 
both in the stores we actually called on, as well as the stores 
| observed while driving the streets in Brooklyn. 


* Once inside the store, our presence or brand message to the 
consumer was not as strong. In many cases, we did actually 
have a promotion being worked, but without a visible display 
or impactful advertising, the consumer was unaware. 


* You identified the main problem to both Don and I, which is 
the need for a promotional platform (either permanent or 
temporary) to get the message across to the consumer. It’s 
apparent your Sales Representatives must be creative to 
accomplish this in your overall market. They must first decide 
what promotion will have the best chance of building our 
business in the individual store and then decide how to get 
the message to the consumer. That message can either be 
a “strong” display location, an “outstanding” advertisement 
that hits every consumer “in the face” when they walk in the 
store, or both. This is what each of your Sales people must 
be capable of doing to truly grow your share in Brooklyn. 


“We work for smokers.” 
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It is apparent that our two-tier structure certainly isn't close to working totally 
«effectively yet in the few calls we visited. However, once the Retail 
Representative support begins to approach 100%, it appears that this new 
SF2000 structure will begin to produce the share and volume results that we all 
expect. 


In the transition period that we're into, it will be extremely important for you, as 
well as all Managers, to be with the Representatives as much as possible. We 
must continue to demonstrate what is expected of every position throughout the 
Sales Organization. That can only be accomplished with the individual while in 
the actual retail calls. 


Lee, | look forward to our next Work/With in the very near future. At that time, 
we'll take a couple of full days to review a much larger group of stores and 
Assignments. 


Sincerely, 
Mark, 
M. A. Young 
MAY/ams 
A-1 
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